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Every time an AA Tex Lawn Co. truck stops at a job site, the
K n OW Wh e n t O company makes money. President Mark Lay makes sure
of this by knowing his costs and pricing every job so that his
profit margin is 5 to 10 percent, if possible. “If we aren’t making
money, we do better to walk away,” he says, noting that land-

scape installation customers, in particular, are price-shopping

Educating employees on pricing strategy ~ With a vengeance this year.

“Everyone is wanting a lower price,” Lay says. “If anyone is
encourages everyone to work toward the spending money on landscape, they feel like they know they can

same goa[: pr0f|tab|[|ty get it done cheap because businesses are hurting.”

Meanwhile, landscape companies that focused on installa-

We've worked hard in the last few years with the drought, gas prices
and the recession. We're like a bull dog with a bone, just workin’ it hard.”

TIRED OF LOSING MONEY ON EVERY PAYROLL?
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More than 600,000 construction workers
clocked in today with The JobClock® System!

Find out why!
Call 1.888.788.8463 for a FREE quote. EXAKTIME
Find out how much The JobClock System will SAVE you! www.exaktime.com
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AA TEX LAWN CO.

tion have segued into
maintenance, which
has been stronger than
design/build in most
regions. Desperate to
keep their schedules
full, some are pushing |4y

down the pricing bar,

which hurts when companies like Lay’s
compete for bids.

Still, Lay won’t touch prices this year.
“We’re not brave enough to raise them,”
he says.

But he’s not dropping them to bar-
gain basement levels, either. He’ll
hold steady for 2010 and continue to
streamline his operations, if neces-
sary. Already, he has cut 16 percent of
overhead costs by reviewing costs and
tightening processes.

“We've had customers ask for lower
prices, and we didn’t give it to them and
they went to someone else,” Lay relates.
“I don’t want to just wear out my equip-
ment. I can run a few less people instead
if I have to.”

For the past two years, Lay has focused
seriously on job costing; the biggest
mistake landscape contractors make
is not spending time on this task. “You
need to know if you go out there and
price work and complete the job, what
will you make per hour?” he explains.
“Be truthful about your expenditures:
delivery, materials, everything. Did you
make any money on the work?”

Knowing the cost of a job provides
more negotiating power. You can go
lower on prices if you know you’ll still
come out with a profit. But bidding
blindly rarely results in money made
on a job. Lay relays this information
to his salespeople and managers every
Thursday during meetings when they
discuss jobs.

Lay figures if he shares with sales-
people and managers how much it truly

www.lawnandlandscape.com

costs to complete a job, as well as the
profits they make on each project, they
will work harder to sell profitable jobs
and, improve efficiency in the field.

Meanwhile, Lay is considering a scor-
ing system for maintenance crews that
will rate their performance based on
total hours per day vs. billable time.

“The whole idea is clarity of picture,”
Lay says of this communication strat-
egy. “If you can show people and they
understand what and why, where and
when, they are going to get it done.”

Looking ahead, Lay doesn’t expect
the economy to shift much in 2010, and
surely people will continue to underbid
work. But those companies won't last.
“People taking work for 60 or 80 cents
on the dollar are driving themselves
out of business, they just don’t know it
yet,” he says.

And when those companies fall,
there will be greater opportunity to win
market share no matter the economy.
“We’ve worked extremely hard in the
last few years with the drought, gas
prices and now the recession,” Lay
says. “We’re like a bull dog with a bone,
just workin’ it hard. I know I have the
greatest team here. When this thing
turns around, there’s a chance to come
out bigger and make a run for it in the
service industry.”

AA Tex Lawn Co.

Principal: Mark Lay, president
Location: Charlotte, N.C.
Established: 1980 2009 Revenue:
more than $3 million Customers:
85% commercial maintenance;
15% landscape enhancement
Services: Landscape maintenance
and enhancement Employees: 50
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www.rainbird.com/WR2

Changing your fortune
by changing your
wireless rain sensor.

The NEW Rain Bird® WR2
Wireless Rain Sensor
increases revenue and
productivity. Every feature
of this new wireless rain
sensor helps you make more
money. Whether a system
upgrade or a new installation,
the Rain Bird WR2 saves

labor, provides new revenue
opportunities and enhances
your image as a water
management expert. Staking
your reputation —and your
fortune—on a product that
delivers every time. That's The
Intelligent Use of Water.™
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